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5 Steps to Launching Successful Email Campaigns

If follow-up Auto Re-
sponder marketing were
easy, everybody would
be doing it. But it’s not
easy. It’s a real chal-
lenge that takes time
and high-touch plan-
ning!

First of all, you've got to
“create the time” to keep
in touch. But secondly,
you’ve got to know how,
when, and how often to
send your marketing
pieces. And for most
small business owners,
this presents a problem.
This is, until they see
how rewarding the
benefits can be.

To be completely hon-
est, one of the most fre-
quently asked questions
I get is: what should
my auto responders do
or say to my list?

I wish there were an
easy “cookie cutter” an-
swer that I could give to
all of my clients, but
there is not. Each and
every business or indi-
vidual must speak to
their audience differ-
ently. A car salesman is
not going to try and up-
sell you on buying a

faster processor for that
out-dated PC sitting in
the corner, they are go-
ing to try and get you to
opt-in for that new in-
dash GPS unit with
state-of-the-art Blue-
tooth communication.
So with that said, nei-
ther should you.

In this day and age
where content market-
ing is on the rise and is
worth dollars, you
MUST know your niche
and focus within that
bubble by offering more
than FREE advice or
FREE tips. You must
gently and systemati-
cally up-sell yourself
and your products, by
backing up what you say
with, “...and, Here is
How You Can Achieve
This”.

*I wish I could take
complete credit for
these 5 Steps, but I can
not. This is directly
from the mouths, of the
masters at InfusionSoft.

1. Get Permission—
Before starting any
follow-up sequence,
be sure your con-
tacts WANT to re-

. Survey Your Con-

. Observe What

ceive the informa-
tion you're sending.
Whether you include
a checkbox on a
webform, use a dou-
ble opt-in, or collect
business cards in a
fish bowl, you need
permission to mar-
ket to each new con-
tact. If you're using
email marketing,
getting permission
isn’t just a good
idea...it’s the law!
To get the best re-
sponse from your
marketing se-
quences, double opt-
ing-in new contacts
is your best bet.

tacts—How often do
your contacts want
to hear from you?
Well, you’re never
going to know until
you ask. Surveys are
a great way to find
out what your cus-
tomers and pros-
pects want. And al-
though not every
contact feels the
same, a survey will
help you gage the
interest level in your
marketing pieces.

Others Are Do-

Continued on Page 4...
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WHAT’S HAPPENING WITH YOUR FELLOW CHAMBER MEMBERS , , ,

Girl Scouts of Eastern Pennsylvania—Save the Date: March 9, 2010, Reading Crowne Plaza Hotel 5:30 pm—Take
the Lead. Honoring women of courage, confidence and character whose leadership makes the world a better place.

Hawk Mountain Sanctuary—February 16, 2010 Feed the Birds and March 20, 2010 Spring Equinox— $
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Friend, Inc. Community Services has the following upcoming events:

-2nd Annual FriendFest 2010: Saturday, February 27, 2010 from 12 pm—2 pm

and 4pm—6pm at Beltzner Hall. " /8/78/5.5 + #
# 4.534793:5. . 3 st -
Friend, Inc.
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Bieber Tourways—Great Upcoming Trips in 2010: Multi-Day and One Day Tours. Please visit
website at www.biebertours.com to review the scheduled tours.

Our Town Foundation—March 6 & 7; 9 am to 4 pm, Cabela’s (100 Cabela’s Drive, Hamburg) - ( 2 >
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Forgotten Felines And Fidos—Kitten Kapers — TO make sure we will be there contact the shelter (610-760-
9009) - the following Saturdays: February 6, February 13, February 20, and February 27, 2010.

WHAT IS A KITTEN KAPER?
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Low cost Neuter / Spay Program
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ing—Chances are, someone in your industry is following up with their contacts. Add yourself to
one of their marketing campaigns and see what they’re doing. How often do you receive mes-
sages? What form are the marketing messages coming in? As a “prospect” or “customer”, ask
yourself how you feel about the communication you're getting. And then plan your sequences
accordingly.

4. Mix Educational and Sales Copy—Follow-up marketing sequences need to dance that fine
line between providing your contacts with value, and asking them to buy. If you bombard your
contact list with sales pitches, you’ll soon lose the interest of your prospects and customers. To
keep them interested, you need to be providing your contacts with education, suggestions, tips
and tricks of your industry...and once in a while...a sales pitch. The more education and value
you provide your contacts, the better your relationship will become. And you’ll soon find they
don’t mind receiving your “pitches” either.

5. Test Everything—No matter how great your marketing sequences may seem to you, some-
times you just miss the mark. Keep track of your marketing sequences. Pay attention to open
rates on your emails. Chart the conversion rates of each sequence you put in place. Then be pre-
pared to make a few tweaks to your marketing campaigns if you need to.

Source: JTdesigns.com, Jason Trump, October 20, 2009
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10 Ways to Boost Profitability in 2010
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Source: NFIB.com, 10 Ways to Boost Profitability in 2010, Susan Flyn, 12/17/09
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Advertise Your Business Online & Reach More Clients
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Source: www.General-Transcription-Business.com, Advertising Resources, Karen S Musselman 12/8/2009
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Forgotten Felines And Fidos—Hoagie Sales; Saturday, February 20, 2010 Order sheets must be turned in to Dick by
Wednesday February 24, 2010 Is the delivery date. For more information contact Dick at 610-863-4335 home or 610-
760-9009 shelter or email him at suefff@epix.net If you email him PLEASE add your phone number for him to get back
to you. If you call him PLEASE speak slowly when leaving you Name and Phone Number.

Luck of the Irish 50/50 Raffle — St Patrick’s Day is Wednesday March 17, 2010; Drawing will be Saturday March
20, 2010 — held at our Breinigsville Kitten Kaper. For more information contact Dick at 610-863-4335 home or 610-
760-9009 shelter or email him at suefff@epix.net. If you email him PLEASE add your phone number for him to get back
to you. If you call him PLEASE speak slowly when leaving you Name and Phone Number.

The Wallace Brothers Band—Upcoming Shows: February 5th at 9pm at Harry’s Hotdogs/The Attic in Coatesville;
February 6th at 8:30pm at TC’s, Kutztown; February 11th 8pm at Starter's Pub in Bethlehem; February 12th 9pm at
Rookie’s, Allentown; February 13th 8pm at Parkesburg VFW; February 16th 11am at Kutztown University; February
19th 7pm at Bobby Simone’s, Doylestown; February 26th 8pm at Tap and Table, Emmaus; March 5th 10pm at Gen-
eral Lafayette, Lafayette Hill and March 6th 9:30pm at Wingman Bar and Grill, East Greenville

NEW MEMBERS:
The Wallace Brothers Band
Colby Wallace Phone: 484-461-5027
120 Red Rambler Drive E-mail: coltrain210@aol.com
Lafayette Hill, PA 19444 Live Music Entertainment

Valuable insurance options from Pennsylvania Chamber Insurance

While legislators determine paths to mitigate rising health care costs and alarmingly high numbers of
uninsured, your local chamber and Pennsylvania Chamber Insurance continue to work together to
stay ahead of the game by providing innovative medical and benefit plans for chamber members.

For more than two decades, PA Chamber Insurance has led the industry in providing insurance solu-
tions for businesses. Partnering with nearly every major carrier in the state, the PA Chamber Insur-
ance benefit programs offer medical plans to suit every business, personal and financial need. With
no participation requirements and guaranteed issue for specialty coverages (dental, vision, life and
disability), offering valuable insurance options as part of your employee benefit program is easy and
convenient.

The opportunity to take advantage of members-only savings on vision, dental, life, dependent life
and disability programs is a benefit of your local chamber membership.

The PA Chamber Insurance programs offer customers discounted payroll solutions and 24/7 online
administration, account access, enroliment and invoice payment options via our secure website at
www.pachamberinsurance.com.

Dedicated service representatives are also available to answer all coverage and benefit questions.

Find out why more than 4,000 businesses participate in the PA Chamber Insurance program.. Visit
pachamberinsurance.com or call 800.755.3021 to learn more.
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Ambassador Club at

Hasch Daal Custom Embroidery, Silk-screening & Promotional Items
10 Year Anniversary Celebration; December 4, 2009

Owner, Debbie Berger, explains how
the embroidery machine operates.

From left to right: Gale Withers—
Ambassador Club, Debbie Berger, and Execu-
tive Director, Liz Weiss

Guests of the celebration were able to admire samples
that are located in the show room.

Photos Courtesy of Scott Weldon
Weldon Photography & Prepress
Phone-610-641-9025
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Chamber Christmas Party
December 14, 2009
Lutheran Home of Topton

Chamber members network-
ing before the start of the
Christmas party.

Our Pennsylvania Dutch comics.

Great food was enjoyed by
all who attended.

Photos Courtesy of Scott Weldon
Weldon Photography & Prepress
Phone-610-641-9025
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NOTICE OF ANNUAL MEETING OF THE MEMBERS
OF THE NORTHEAST BERKS CHAMBER OF COMMERCE
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HELP UP GROW OUR MEMBERSHIP

As a Thank You, how does saving up to 50% off your membership dues sound?
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MAXIMUM 50% OFF YEARLY MEMBERSHIP DUES

**USE THE COUPON BELOW TO SHARE WITH YOUR BUSINESS ASSOCIATES**

T
COME & JOIN THE NORTHEAST BERKS
CHAMBER OF COMMERCE
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February/March 2010
Northeast Berks Chamber of Commerce
CHAMBER NEWSLETTER

KEEP YOUR CALENDAR OPEN FOR THE FOLLOWING
CHAMBER BREAKFAST DATES:

February 19, 2010 - “Leadership”, Dan Goldberg & Don Martin
at Kutztown University
March 19, 2010 - “Branding, The Art of Positioning Your Business”
Ross Born, Owner of Just Born Candies at Fleetwood School District




